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Not the safest job in the world—patrolling the 
supply routes from the beachheads in Normandy 
to the front lines in northern France—particu- 
larly during the early weeks after D-day. But 
all in the night’s work for ROY WEST, whose 
QM outfit originated the famous Red Ball Express. 


Today Roy’s driving is in safer, more pleasant 
surroundings, for he travels in Wisconsin, North- 
ern Michigan, Minnesota and South Dakota for 
the American National Bank. Between trips he 
_grows roses in his garden in the Chicago suburb 4 r 
of Northfield, serves on the local school board, | 
and devotes himself to his wonderful family— 
wife Mary, son James aged 8, daughter Sheila 
aged 6, dog Hoppy, and cat Hadacol. 


Roy knows the American Way in banking 
from the ground up. He started here in 1934 and 
has been with the American National Bank ever 
since—bar the war years. He specialized ,in 
investments until 1947, when he joined the ‘cor- 
respondent bank division. He is thoroughly 
familiar with the services we perform for our 
banker customers. 
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New Independent Bank 
Thriving in New York 





OFFICERS of the new Tappan Zee National Bank, Nyack, New York (left to right): George M. 
Schofield, vice president; Harry Hoyle, president; Frederick Palmer, executive vice president; 
Lester C. Stillwell, assistant cashier. 


i CHANCE does a community 
have of getting its own locally-owned, 
locally-managed independent bank, 
when the community already is being 
served by a large branch of a large 
branch-banking institution? 

For a number of years the town of 
Nyack, New York, with a population 
of less than 6,000, had only one bank- 
ing institution: the Nyack Bank & 
Trust Company, member of the 
Marine Midland system. This bank’s 
footings total $18-million. 

In December 1953 a group of local 
business and professional men started 
working together with the conviction 
that in this area a locally-owned insti- 
tution could contribute to the finan- 
cial needs of the rapidly-expanding 
area. Eventually, over 200 men and 
women invested as stockholders in 
the new venture, and in August 1954 
approval to organize a new national 
bank was granted to the group by 
the office of the comptroller of the 
currency. These local people organ- 
ized as the Tappan Zee National Bank 
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of Nyack, and ground was broken for 
the new bank on December 31, 1954. 

Stockholders subscribed to 18,000 
shares of common stock having par 
value of $12.50, which was sold to 
local investors at $25 per share. 
Capital account stands at: capital 
stock, $225,000; surplus, $175,000; 
undivided profits, $50,000. 


In 31% weeks after opening, 485 
accounts were opened and deposits 
totalled $646,000. 

Officers of the new bank are Harry 
Hoyle, president; Frederick Palmer, 
executive vice president; George M. 
Schofield, vice president; Lester C. 
Stillwell and James V. Conti, assistant 
cashiers. 

Board of directors is made up of 
local men, leaders in community 
affairs: Dr. Frank E. Ciancimino, 
physician; Charles G. Drumn, title 
contractor; Alfred J. Ellish, mer- 
chant; Mr. Hoyle, of Harry Hoyle 
Contracting Company (chairman) ; 
John Malone, Jr., vice president of 
Ray S. Durstine, Inc.; Thomas F. 
McDermott, vice president of Mc- 
Dermott Bros. Ice Cream Company; 
Adrian D. McLeod of A. D. McLeod 
& Son, contractors; Mr. Schofield, 
architect; Sidney Schwartz, attorney, 
and Harry Van Decker, plant man- 
ager of Robert Gair Company, Inc., 
Piermont division. 

Mr. Palmer, the executive vice pres- 
ident, was educated at the United 
States Military Academy, West- 
minster College, the American Insti- 
tute of Banking, and the Graduate 
School of Banking at Rutgers Uni- 
versity. Prior to his association with 
Tappan Zee he held executive posts 
at the Provident Trust Company of 
Philadelphia and the Stroudsburg 
Security Trust Company, Strouds- 
burg, Pennsylvania. END 





Cover Picture 


First car to stop at the new drive- 
in facility of the First National Bank 
of Garfield, New Jersey, at its un- 
veiling on May 27 was the 3-foot- 
high Messerschmitt shown on this 
month’s cover. At the wheel was Miss 
Barbara Pribula, the car’s owner. 

Staff members are shown lifting 
the pint-sized automobile up to the 
new Mosler picture window so that 
Miss Pribula might make her deposit. 


Second in line in the bank’s novel 


parade of unusual cars was the 1922 Dort coupe (far left) on which bank 
vice president Anthony Imparato is leaning. 


President Peter DeLeeuw, Jr. and his associates are enthusiastic about. 
early results with their new Mosler bulletproof drive-in window framed 
in stainless steel. It of course is fully automatic, with push-button control. 
Its windproof design makes it impossible for a gust of wind to blow 
currency or papers out of the deposit receptacle. And heating coils under 
the driveway at the window will take care of next Winter's ice and snow. 
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extra cost... and using steel, aluminum, and mag- 
nesium to fit every tray to a specific use. The results 
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made LeFebure Corporation the WORLD'S LARGEST 
MANUFACTURER OF POSTING TRAYS, TRAY BINDERS 
AND STANDS. 
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Maurice Healy (left), Route 1, East St. Louis, Ill., and Clay Herrington, Purina Dealer 
who operates Pioneer Poultry Supply Co., East St. Louis, put initiative, the Purina 
Broiler Program, and bank financing together to build a successful business. 


“Without bank financing,” says Maurice Healy, “I 
never would have made it! I now have a job I am 
able to handle physically and enjoy. My banker and 
my Purina Dealer have been most important to me.” 


Mr. Healy (an ex-tuberculosis patient) decided the 
broiler business was the solution to his health and 
livelihood problem. With his Purina Dealer, Clay 
Herrington, Maurice laid plans for buildings, broiler 
management and marketing. Mr. Herrington ar- 
ranged bank financing by convincing Banker J. A. 
Harzy of the soundness of Purina’s Broiler Program. 


From the ground up, Mr. Healy and his father-in- 
law built a 70 x 20 ft. broiler house and filled it with 
1,500 chicks. Clay Herrington was on hand when 
the first chicks arrived, and worked closely with 
Mr. Healy on every phase of management. 


Just 18 months later, Mr. Healy had two houses, 
producing 3,500 market birds every 12 weeks, a 
dressing plant, and a retail route operating under 
his own firm’s name—Ren-Kay Farms. He has 
repaid most of his original investment, has mone 
in the bank, and plans for further expansion wit 
hogs as well as broilers. 


For additional information, visit with our Purina 
Salesman serving your area, or write Ralston Purina 
Company, 1624 Checkerboard Square, St. Louis 2, Mo. 


“Banker financing gave 
meanew start... _~ 
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J. A. Harzy, President 
Southern Illinois 
National Bank 


“PURINA GAVE ME 
A NEW OUTLOOK” 


“We are an industrial bank,” explains Mr. Harzy, 
“and our main business is done with railroads, 
factories, merchants and dealers. However, on 
a banker's trip to Purina Research Farm, | was 
impressed with modern livestock and poultry 
production. Purina Dealer Clay Herrington had 
long been a customer of our bank. When we 
found that some of his customers could use 
financing, we began to take feeder loans under 
his recommendation and supervision. Besides 
being good business, we felt it was a service 
to our customers and to the community. 


“We have found this business to be sound.” 


Partners in Prosperity 
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J. B. Gander (left), president of B. B. & E. C. goes over some plans with Dillon Ross (center) and Peter W. Herzog, Saint Lovis bankers. 


Saint Louis “Crusaders” 
Help Banks’ Success Stories 


I ORTY-TWO YEARS AGO in Saint 
Louis, J. B. Gander and his right- 
hand man, L. J. Orabka, launched a 
“crusade” against the great marble 
barns and iron-barred mausoleums 
which traditionally characterized the 
average American bank. 

Today the two farseeing design 
specialists still get their heads to- 
gether regularly over the new plans 
which their Bank Building & Equip- 
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ment Corporation of America con- 
ceives and develops for progressive 
banks in 37 states, the District of 
Columbia and Central and South 
America. Theirs is the world’s largest 
organization devoted to constructing 
and modernizing bank buildings. 
Bank prosperity, they freely admit, 
has been largely responsible for the 
firm’s mushrooming to its present 
size. But it is equally true that the 


company and its enterprising heads 
have had much to do with bringing 
about that same bank prosperity. 
Modernization survey figures indicate 
that the greatest banking gains have 
been enjoyed by those banks having 
the foresight to “go modern”. 

Last year was the biggest in the 
company’s history, sales volume ap- 
proximating $15-million. At year’s 
end the backlog of work in process 
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SAINT 


LOUIS “CRUSADE” 


(Continued from Page 5) 





amounted to the entire 1954 sales 
volume. 

Bank Building & Equipment Cor- 
poration of America has assembled 
the largest and most diversified staff 
of financial-building design experts 
in the world. There are more than 
150 architects, alone, in the com- 
pany’s busy studios. These are sup- 
plemented by several hundred struc- 
tural and electrical specialists, con- 


struction superintendents, _ skilled 
cabinet makers, and _ professional 
decorators. 


The custom-made counters and 
check desks for bank interiors are 
produced in Bank Building’s own 
cabinet and marble shops, where 
veteran craftsmen hand-finish every 
individual unit, 

Foreign jobs, in particular, present 
peculiar specifications problems for 
the firm’s men in charge of materials. 
Once, for example, the Banco Delos 
Colonos in Havana, Cuba was con- 
fronted with a ravenous breed of 
tropical termite and emphatically 
stipulated that all wood for its new 
building be “tropical termite proof”. 
After extensive research, Bank Build- 
ing & Equipment Corporation found 


a coating that was completely color- 
less and would not destroy the 
natural finish of the wood — and 
would stand off the termites. 

“We never dreamed of problems 
like that back in 1913”, says Presi- 
dent Gander. It was then that he and 
Mr. Orabka acquired the defunct 
Saint Louis Bank Fixture Company 
for $7,600. Both men had well-de- 


fined visions of a new type of bank 


building. But they probably would 
have laughed aloud if someone had 
suggested going outside the United 
States for business! 

The early years were fraught with 
growing-pains, as in most new and 
revolutionary enterprises. But there 
were enough banks that needed 
modernizing from Maine to Cali- 
fornia and from Minnesota to Texas 
to keep the fixture machinery hum- 
ming in a converted brewery. 

It wasn’t until the mid-1920s that 
Bank Building & Equipment Corpo- 
ration looked south of the border. A 
modest contract from Mexico became 
the company’s first “export” sale. To- 
day these “export” contracts repre- 
sent a substantial percentage of the 
firm’s ever-increasing volume, which, 





Mr. Gander (left) and Mr. Orabka double-check some new blueprints. 


Page Six 


heey yeeros nnn nn on hn hn hn hn hr hr hh bh hh bbb bbb bb bb br bbb bb bb bnanbnne’ 
i i i i i i i i i i i hi hi i i i i hi hh hn hh hi hn hi ha nb hhh i hin bi it i i bp ip hp i i i hed 


PV VVUVUUUUVUUUUT TTT CCT TTT CrTTrrreee 
ali ii hi i hh be hh bh ip bhp i ip i ip he 


i i hii i hihi ih hh bp bh i i ip ip ip ppp ip bp ip ip ip bp i 





644444444444 444464 646466, +bb bb dod 


Planning & 


Drive-in installations are increasmgly 
» popular and quite spectacular by na- 

ture. Still, adequate parking facilities 
are regarded as more basic and important than 
drive-in service—although the two together are 
ideal. The average drive-in customer is a small 
depositor, whereas the person who can easily 
park becomes a prospect for loans and other 
services which usually require time and executive 


attention. 
a» has afforded an opportunity to reclaim 
for active use, areas which formerly 
were used in needless ways. Record-storage is an 
outstanding example. Many older institutions de- 
vote as much as one-third of all cubic area to 
record-storage. A practical schedule of record- 
destruction often will free so much space that 
original ideas of a building program can be re- 
duced at great savings. Microfilming those 
records which must be retained will conserve ad- 
ditional area. Outside rental of storage space 


also is worth considering. 
> that the bank’s business is expanding 
beyond old capacity. In planning this 
expansion, all facts must be considered. One de- 
partment cannot very well expand without pro- 
portionate expansion in related departments. Al- 
lowance must be made for additional megi\i- 
zation as banking enters the age of aut 
4 } future expansion in advance, and 
allow for this in construction blue- 
prints. Bank Building & Equipment Corporation 
recommends that the builder look ahead five to 
10 years at the minimum, and design present 


facilities with that in mind. Normal allowances 
should be made structurally for additional stories, 


adding of a mezzanine, etc. 

5 unit of useful space in banks today is 
greater than it was 20 or 30 years 

ago. That is because old quarters were built 

wastefully high, needlessly ornate, and crusted 

with marble and bronze at every turn. Functional 

space planning is the answer. This keeps all 


facilities in proper proportion. 

6 will help answer your basic questions 
such as best location, need of night 

depository, functional space planning, number of 

drive-in windows, etc. 


A modernization program frequently 


Most frequent cause for remodeling is 


It is smart to blueprint anticipated 


It is essentially true that the cost per 





A survey by a qualified bank analyst 


at the rate of one completed project 
every three days, is nearing the 3,000- 
job mark. 


The market crash of 1929 put a rd 


damper on bank construction, but the 
resourceful Mr. Gander turned to 
producing miscellaneous fixtures and 
equipment for stores, restaurants, 
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“So Modern”? 


Among the new materials which have 

entered the bank building field are 

formica and wood, which are being 
used in combination with and in place of marble 
in many new installations. Marble still is popular 
and always will be, because of its durability and 
ease of maintenance—but wood and formica are 
finding wide acceptance. Formica, for example, 
has been found to be an excellent substance for 
counter-tops, where it stands up well under the 
constant exchange of paper and coins. Walnut 
veneer over plywood core is especially popular 
as an all-around interior material and is being 
widely used in bank modernization today. 
» trend in bank design toward the con- 

temporary or modern form. Large ex- 
panses of glass which “open up” the interior and 
are pl ted by of brick, stone and 
concrete seem to be universally popular. Light- 
weight, weather-enduring aluminum is being 
used more and more as a sash and trim ma- 
terial; even color is tastefully introduced into 
the modern exterior, through porcelain enameled 
steel. In spite of this obvious trend toward 
modern styling, the kinds of bank architecture 
vary somewhat with local traditions and prefer- 
ances. For example, Colonial styling still is pop- 
ular in the Northeast. 


Architecturally, there is a_ positive 





Internally, all new or remodeled banks 

should feature functional, space - 

planned simplicity. The open wicket 
fixture with low, sloping die-front counter affords 
closer proximity between clerk and patron. Over- 
all working efficiency and customer-comfort can 
be further enhanced through modern sound 
engineering and scientific illumination. Acoustic 
tile and other sound-absorbing products are 
available to reduce noise level. Even a luxury 
such as carpeting has its place, because of 
beauty, softness, and acoustic qualities. A variety 
of lighting combinations can be used for opti- 
mum illumination and dramatic highlights. Many 
installations consist of all popular types: recessed 
incandescent, recessed and cove fluorescent, neon 


cove, and incandescent spots. 

10) tribute to the “new feeling’ that 
attracts bank customers and holds em- 

ployees include: year-around airconditioning, 

planned color-harmony, lounge chairs and set- 

tees, water coolers, sit-down check desks, public 

telephones, information booths, wired music. 


Other comforts and features that con- 
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bars, etc., to ride out the storm. They 
were tough days, he recalls now, but 
“selling” was his middle name, and 
he scouted up enough customers to 


keep the ship afloat. 


As prosperity began to return to 
the nation, Gander and Orabka con- 
centrated once more on the field of 
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bank modernization. And then what 
had begun as primarily a fixture busi- 
ness, slowly evolved into interior de- 
signing, then exterior and interior de- 
signing, finally complete construction 
and finishing—but only in the bank- 
ing field, for “specialization” always 
has been their by-word. 

During World War II the company 
did its chore for Uncle Sam—and 
then in 1946 it returned eagerly to 
the business of making a bank look 
like anything but a bank. The cru- 
sade swung into high gear. 

In 1950 the company suddenly 
found itself back in the “export” 
business, after a 25-year lapse. ‘It 
designed and constructed the Banco 
Commercial at Chihuahua, Mexico. 

With that job as an appetizer, Mr. 
Orabka, executive vice president of 
the company, went scooting off to 
Latin America for a first-hand in- 
vestigation of bank building poten- 
tial. After eight weeks he returned to 
Saint Louis with glowing accounts of 
the expanding economy and the need 
for his company’s services in that 
market. 

Negotiations soon opened for a $3- 
million government bank project in 
Quito, Ecuador. To accommodate a 
flood of inquiries from Mexico and get 
into the foreign operation with both 
feet, Bank Building decided to set up 





a wholly-owned Mexican subsidiary, 
Edificios para Bancos, in 1951. 

About two years later the second 
wholly-owned subsidiary — Bank 
Building Corporation International 
(of Missouri)—was organized to 
handle all Central and South Ameri- 
can contracts. The firm now has more 
than 20 projects going in five differ- 
ent Latin countries: Mexico, Hon- 
duras, Ecuador, El Salvador, and 
Cuba. And many other new contracts 
are pending. 

“This ‘export’ operation has been 
especially rewarding architecturally”, 
Mr. Gander tells THE INDEPENDENT 
BANKER, “as it has provided Bank 
Building Corporation invaluable ex- 
perience with design techniques 
which are in many ways ahead of 
those used in the United States”. 
Latins are, by nature, color-conscious 
and artistically-inclined; in their na- 
tionalistic race to break from tra- 
ditional Spanish architecture, they 
have adopted advanced forms of 
building design and styling. 

Many of these modern ideas are 
reflected in contemporary American 
bank structures, as Bank Building’s 
international architectural staff 
merges the best from the South with 
the best from the North, to achieve 
maximum functional efficiency in 
every bank building it designs. END 


Two designers in Bank Building & Equipment Corporation's sample room. 
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Will Your Business 


DIE 
With You? 


As a banker, have you been think- 
ing about asking some of your 
customers the above question...? 


. . « but hesitated, because you 
lacked information on how others 
had solved their problems of 
ESTATE TAXES and SUC- 
CESSION OF MANAGEMENT 
AND OWNERSHIP? 

Inquiries invited in behalf of 


businesses with net worths 
above $150,000. 


Barry & Company, Inc. 


R. H. BARRY, President 


341 Leesburg Pike 
Falls Church, Virginia 
Phone Washington, D. C. — JE 3-3547 
or 
121 - 15th Avenue North 
Fargo, North Dakota 
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Three Recent Bank Designs By 
Bank Building & Equipment Corp. 
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TOP—The Firestone Bank, Akron, Ohio. 
MIDDLE—Banco Nacionel de Fomento, Tegucigalpa, Honduras. 
BOTTOM—Banco Central del Ecuador, Quito, Ecuador. 
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’ @® MARQUETTE NATIONAL BANK 


OF MINNEAPOLIS © SEVENTH AT MARQUETTE 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
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OUR EMBLEM is our guarantee of service for your Bank ... just as it 
is our pledge of sound, independent banking for individuals, corpora- 
tions, families, churches and other organizations of Greater Detroit and 
Michigan . . . the entire Commonwealth which we are proud to serve. 


ASSETS OVER $329,000,000.00 





DETROIT, MICHIGAN 


Member Federal Reserve System 
Member Federal Deposit Insurance Corporation { 


MEMBERS: INDEPENDENT BANKERS ASSOCIATION 
Michigan Bankers Association and American Bankers Association 
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Successor Management 


= THE PAST 15 years we in 
America have witnessed an unprece- 
dented expansion in industry and 
commerce. Brought about by vast 
technological progress and requiring 
the expenditure of billions of dollars 
for new plants and equipment, this 
expansion has been accomplished by 
greatly-increased research and plan- 
ning, at the expenditure of many more 
billions. 

It is becoming increasingly evident 
that in this surge of progress and 
productivity, too little thought and 
attention have been given to the most 
important factor in this expansion: 
the selection and training of the men 
who are to direct and manage the 
innumerable enterprises which make 
up our tremendous industrial and 
commercial machine in the future. 

Present-day executives are being 
required to assume more and more 
responsibilities. They are being over- 
worked. They are aging ahead of 
their time. Most unfortunately, they 
have such demands on their time that 
they are unable to contribute to their 
business their most important quali- 
fication: constructive imagination and 
contemplative thinking and planning. 


This situation in many instances 
where death, without warning, has 
taken the top executive, has forced the 
directors to go outside the company 
to purchase the services of capable 
and qualified executives to manage 
the business. Not until it is too late 
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do they realize that they should have 
taken the time to train successor exec- 
utives or develop a second team quali- 
fied to assume management responsi- 
bilities. 

The same condition exists today in 
the banking business — except to a 
more startling degree. 

Bank deposits in recent years have 
increased several hundredfold. Banks, 
in order to keep abreast of the times, 
have been required to make large in- 
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vestments in new equipment and in 
modernizing their buildings. In addi- 
tion, they have been forced to develop 
new services and seek new avenues of 
income. 

All of this has been accomplished 
without an appreciable increase in the 
quantity of management personnel. 
In fact, many banks — although they 
have increased depositwise — still are 
operating with the same number of 
administrative personnel that they 
had 10 years ago. 


This has resulted not only in many 
of today’s bank executives taking on 
numerous additional responsibilities, 
but also, in instances where seniority 
has been the basis for promotion, in 
taking on the additional duties of the 
position without redelegating their, 
former duties to trained subordinates. 


In many banks we find a president 
or executive vice president who is the 
chief executive and administrative 
officer only because he has outlived 
or outlasted his former associates. 
Earlier, he had been an operating or 
loaning officer, or promoter of new 
business. He was advanced from clerk 
to junior officer, to cashier, to vice 
president, to president, in many in- 
stances without proper consideration 
of the qualifications of the job ahead 
or of the recognition of the fact that 
the principal qualification of a chief 
executive officer — no matter what 
his other attributes may be — is to 
coordinate and guide, not administer. 
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Many times when a man has been 
promoted from cashier to loaning 
officer, all that has been done from 
an organizational standpoint is to 
make a poor credit officer out of a 
good operating officer. Likewise, in 
many cases where the loaning officer 
has been made president, all that has 
been accomplished is to make a poor 
executive out of a capable loan ad- 
ministrator. 

The progress of too many banks 
has been limited because of seniority 
promotions and the fact that when 
men have come up through the ranks 
from clerk to president, too often they 
still think like clerks. 

Many of the presidents and chief 
executive officers of banks today are 
bordering on retirement age. In many 
of the smaller institutions there is no 
second man either with the ability to 
take over the management or with 
sufficient means to purchase control. 

In many other small banks, all of 
the top officers are approximately the 
same age, and there are no junior 
officers qualified by experience to 
assume top management responsibili- 
ties. I say “qualified by experience” 
because that is just what it is. They 
never were given the opportunity to 
assume responsibility through experi- 
ence, or had properly-defined duties 
and responsibilities delegated to them. 
Least of all, was authority commen- 
surate with the responsibilities given 
them. 

Organizational Rules 

One of the cardinal rules for 
soundly managing any enterprise is 
that each executive shall have his 
responsibilities clearly defined in de- 
tail, and that his responsibilities shall 
be known to his associates. Unless 
clear lines of responsibility are de- 
fined particularly at the executive 
levels, uncertainty and confusion 
occur at all levels. 

Another organizational rule is that 
every delegation of responsibility 
shall be accompanied by a compen- 
sating delegation of authority. The 
assigning of duties and responsibili- 
ties is meaningless unless the power 
to see that such duties and responsi- 
bilities are carried out also is dele- 
gated. 

The last basic rule is that when a 
change is made in authority or respon- 
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sibility of an executive, the change 
shall be made known to all of his 
associates. 

If all banks had followed the prac- 
tice of setting up and using an “organ- 
ization plan” in the years past, and 
had conscientiously followed it in 
delegating responsibilities, they would 
have better-qualified executives today. 
It’s not too late for this to be done. 
The problem will still be with us until 
we find a practical plan for develop- 
ing executives. 


An executive is not paid for the 
things he does, but for his enthusiasm, 
knowledge, experience, and judgment. 
He is recognized as an executive not 
because he achieves results from his 
own personal efforts, but because of 
the inspiration and direction he gives 
to those under his command. 

Here Is Your Executive 

He is an executive because in deal- 
ing with matters of policy, personality 
or personnel, he acts calm and col- 
lected and exercises self-control. 

He is an executive because in ad- 
ministering his job, he has seen to it 
that every person in the organization 


knows his own responsibilities and 
limits of authority. 

He is an executive because he is 
interested in developing successor 
management and always is on the 
lookout for qualified men who can 
assume responsibility and contribute 
constructive ideas to the development 
of the business. 

In addition, a bank executive should 
possess accounting, auditing, operat- 
ing, loan, and investment knowledge, 
and public relations experience. He 
should have the respect of his asso- 
ciate officers and directors, and the 
admiration of his subordinates. He 
should possess the indomitable cour- 
age to carry out every well-conceived 
and progressive plan, and the ability 
to inspire confidence in subordinates 
and associates toward the attainment 
of their common goal. 

Banking Schools Help 

The recognition of the great need 
for men with some of these qualifica- 
tions resulted many years ago in the 
formation of the American Institute 
of Banking, and, later on, the organi- 
zation of the Graduate School of 
Banking at Rutgers University, the 
school of banking at the University 
of Wisconsin, and other similar 
schools. 

These institutions have greatly con- 
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In our June issue, under the heading 
“Branch-Banking — A Problem, A Chal- 
lenge and a Solution’, Mr. Corns said 
that the source of the problem was com- 
posed of “three distinct rivulets which 
must be effectively dammed if the prob- 
lem itself is to be dried up”. 

Two of the rivulets and their confus- 
ing complexes which were covered in the 
June article were: 


Need for furnishing adequate 


banking facilities to smaller communities; 


2. Need for some vehicle whereby principal officer- 
stockholders of banks could dispose of their holdings with- 
out resorting to mergers or liquidations or to selling their 
stock to persons whose aims often are inimical to the best 
interests of the banking business and the community. 


The third rivulet — “aggressive recognition of the need 
for inducing the right calibre of men to enter the banking 
business as a career and for properly training successor 
management” — is the subject of this second installment of 


Mr. Corns’ article. 
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tributed to the education and develop- 
ment of bank personnel, and will con- 
tinue to play a most important role 
in educating bankers. They are effec- 
tive, however, only in training those 
actively engaged in banking, and con- 
tribute’ little or nothing to solving the 
problem of attracting qualified men 
to erigage in the banking business as 
a career, or in supplying qualified 
executives, auditors, supervisory offi- 
cials — in other words, successor 
management. 


Aptitude-Testing Ineffective 


In recent years much consideration 
has been given to the use of aptitude- 
testing in selecting qualified person- 
nel for bank work. Such testing has 
merit, providing only clerical or me- 
chanical positions are involved. Selec- 
tion of executive or administrative 
personnel by such tests is not recom- 
mended unless the person adminis- 
tering the test and the person inter- 
preting the results not only has 
knowledge of the banking business, 
but also is familiar with the bank’s 
own organization plan, its policies, 
and its plan of progress. To be effec- 
tive, the administrator of the tests 
must determine that the bank needs 
a man for the particular position 
being tested, and the qualifications 
and responsibilities of the position. 
He cannot rely on the opinions of 
management, but must determine these 
facts for himself. 


Training programs in the larger 
banks have many advantages, not 
only at the clerical level, but also at 
the administrative level. Basic train- 
ing periods, followed by specialized 
training after selective groupings, 
probably provides the best type of 
selection for future executive and 
administrative personnel. This sort of 
program, however, is limited to the 
larger institutions. 


“On-the-Job Training” 


In the smaller banks, clerical train- 
ing unfortunately is usually “on-the- 
job” training which can be good, bad, 
or indifferent, depending on the meth- 
ods used by the person administering 
the course. 


Officer-training in the smaller banks 
is effected through practical experi- 
ence, which may or may not be good, 
depending on the “teacher,” and 
through attendance at the various 
banking schools — which often raises 
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The policyholders of the local 
Home Insurance agent and the 
clients of your bank are often the 
same persons. 


Hence both bank and agent have a 
common interest in the continuing 
financial well-being of these people. 


By providing top-quality property 
protection to the policyholder, the 
local agent of The Home Insurance 
Company automatically makes him 
a better bank customer, especially 
where loan-risks are involved. 
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the question of theory and scientific 
procedure versus actual practice. 

It is well and good to excuse the 
present lack of successor personnel on 
the basis of the two wars which took 
so many of our young men into the 
Service, and on the changes in our 
economy which made opportunities 
in other lines of business more attrac- 
tive than the banking business. But: 

@ What have we really done to 
make the banking business attractive 
to the enterprising college graduate? 

@ What have we aggressively done 
to sell the right type of young men 
on taking up the banking business as 
a career? 

@ What have we constructively 
done to select and train young exec- 
utives so that they may be qualified 
to assume greater administrative re- 
sponsibilities ? 

The honest, unbiased answers are 
not complimentary or encouraging. 
Three More Rivulets 

Is successor management our only 
problem? 


ide ial ig gg tain 


It appears from a study of the 
problem that we have three other riv- 
ulets which likewise must be dammed 
if the problem is to be dried up: 


1. Better-informed directors; 


2. Improved auditing controls and 
procedures; 

3. Strengthening of bank super- 
visory staffs. 

Number 1 

BETTER-INFORMED DIRECTORS. The 
banking business can be no _ better 
than the men who are legally charged 
with the responsibilities of approving 
policies. Men who assume the respon- 
sibilities of being bank directors 
should not only be familiar with their 
responsibilities, but also exercise a 
more positive force in discharging 
the obligations imposed on them by 
virtue of their office. 

Today there is no vehicle — public 
or private, federal or state — which 
acts as a medium to enlighten direc- 
tors and keep them currently informed 
on bank credit or administrative mat- 
ters. As a result, bank directors in 
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ROBERT KUNKEL 


has been elected a vice president of the 
Charles E. Walters Company of Omaha, this 
year marking its 50th anniversary in its busi- 
ness of buying and selling banks. Native of 
Minnesota, Mr. Kunkel has had 14 years’ 
banking experience at Rapidan and Sleepy 
Eye in that state, and at Perry, Oklahoma. 


many instances are more of a hin- 
drance than a help to the chief exec- 
utive officer. 


Number 2 

IMPROVED AUDITING CONTROLS AND 
PROCEDURES. While nearly every bank 
today is audit-conscious, too few 
banks have realistically approached 
the problem, except in an over-all 
manner. 

The A. B. A., the N. A. B. A. C. and 
the various state and federal agencies 
have done, and are doing, a splendid 
and often-unappreciated job in ac- 
quainting bankers with the pitfalls 
and exposures in banking, through 
bulletins, conferences and seminars. 
It is unfortunate that much of this 
effort is wasted and ineffective be- 
cause of misdirection. 

Bulletins and precautionary sug- 
gestions are wasted because they are 
directed either to the attention of the 
bank auditors, who have difficulty in 
obtaining approval for installing the 
suggested program, or to active man- 
agement (who are generally the ones 
who become involved in crimes 
against banks), instead of to the 
directors, who have the responsibility 
and authority to see that precaution- 
ary programs are installed and made 
properly operative. 

Most conferences and seminars 
likewise are ineffective because they 
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are attended by the auditors and bank 
officers, instead of by the directors. 


Few bank auditors have freedom 
and discretion of action in executing 
audit programs. In most cases they 
combine “checking functions” with 
“operating functions”, and report to 
some officer of the bank, instead of 
to the board of directors, whose mem- 
bers have the responsibility, legally 
and morally, in behalf of the stock- 
holders, to see to it that the affairs of 
the bank are conducted in a proper 
and safe manner. They are auditors 
in name only. 


Banks make little use of the knowl- 
edge of members of the accounting 
profession. Certified public account- 
ants, with some practical training in 
bank know-how, could provide the 
answers to adequate internal controls 
and satisfactory bank audit programs. 
Because banks have made poor use of 
the available facilities, losses — when 
they occur through embezzlements or 
defalcations — shatter public confi- 
dence, cause the integrity of manage- 
ment to be questioned, and jeopardize 
the honor of those engaged in the 
banking business. 








“Maybe we'd better go back and buy 
one that'll reach the water!’ 











Number 3 


STRENGTHENING OF BANK SUPER- 
VIsORY STAFFS. The federal and state 
agencies charged under the law with 
the responsibilities of supervising the 
operations of our banks, are perform- 
ing outstanding service in spite of the 
overwhelming demands placed on 
their time-limited staffs. Because of 
their splendid supervision, sound 
judgment, and often indomitable 
courage, the assets of our banks today 


are sound and of such calibre that 
diversification and liquidity of assets 
— the test of capable management — 
is not only a theory, but a fact. 


Unfortunately, there is not one fed- 
eral or state banking agency which is 
not deplorably understaffed, either 
from the standpoint of experienced 
personnel or staff requirements. Be- 
cause of this situation, they do not 
have sufficient time to counsel bank 
directors and officers on other than 
essential management, credit, and in- 
vestment matters. 


The most important aspect of the 
over-all problem is in connection 
with improving the quality and quan- 
tity of those engaged in the banking 
business. 


This, it appears, can only be accom- 
plished through some vehicle strong 
enough to sponsor and support a plan 
which would have for its objective the 
inducing, selecting, and educating of 
qualified men to engage in the bank- 
ing business as a career. 


Analysis and study give strong in- 
dications that such a vehicle should 
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be in the form of a post-graduate 
school organized to work in close 
cooperation with the bank supervi- 
sory authorities. Such a post-gradu- 
ate school would be set up along the 
lines of a model bank, equipped with 
all types of machinery and equipment 
used in the banking business. 
Entrance requirements would be 
based on certain standards (age, edu- 
cation, general aptitudes, etc.) used 


by the bank supervisory authorities in 
selecting men for a position of assist- 
ant or junior examiner. A close work- 
ing arrangement would be developed 
with the colleges and universities. 
Number of students to be selected 
would depend on the replacement re- 
quirements of the respective support- 
ing banking departments and agen- 
cies, and the direct needs of banks 
and accounting firms for specialized 








7 


Informed 
and helpful 


service for 


banks 


experience in this field. 








2° 











Bonds 
Notes 
Debentures 
Equipment Trust 
Certificates 
Exclusively 


























ro 





Since its founding near the turn of the century, 
this firm has been identified with the original 
underwriting and distribution of debt obligations 
for representative borrowers in virtually every 
major field and locality in the country, while still 
confining itself to the offerings of well established 


communities and corporations. 


We make available to bank investment officers an 
exceptional diversity of public utility, railroad, 
industrial and tax-exempt securities, together with 
helpful knowledge and service based on our long 


Your inquiry is invited. Send without obligation 
for our latest list of select offerings. 


HALSEY, STUART & CO. Inc. 


123 SOUTH LA SALLE STREET, CHICAGO 90 e 35 WALL STREET, NEW YORK 5 


AND OTHER PRINCIPAL CITIES 














Page Sixteen 


personnel. All students sponsored by 
banking departments or agencies 
would agree to continue employment 
with such agency for a period of two 
years after “graduation”. 

The respective banking departments 
and agencies, or other sponsors, 
would contribute to the cost of the 
school on a pro rata basis. As every 
student would be in the employ of 
the sponsoring agency at the time of 
entering the post-graduate school, it 
is contemplated that a salary sufh- 
cient to cover living expenses and 
other out-of-pocket items would be 
provided each student. 

The school would run for a period 
of 12 weeks, beginning the second 
week in July each year, and be staffed 
by qualified instructors furnished by 
the school or the respective sponsor- 
ing banking department or agency. 
At the end of the 12-week period, all 
students sponsored by the banking 
departments and agencies immedi- 
ately would be employed by them as 
assistant or junior bank examiners. 
The special students would be em- 
ployed by the banks or accounting 
firms which sponsored them. 

The Probable Curriculum 

Curriculum would consist of the 
following, in order: 

1. Four weeks of theory and prac- 
tice in bank operations. 


2. One week of negotiable instru- _ 


ments and respective state laws. 

3. Four weeks of statement analy- 
sis and credit investigation. 

4. Two weeks of management 
studies (policies, organization, public 
relations, personnel). 

5. One week of practical work in 
examining the model bank. 

Such a vehicle, if properly directed, 
would succeed in building up a well- 
trained staff of examiners for the 
banking departments and agencies. In 
time they would have a surplus of 
qualified and experienced men — a 
permanent source for banks seeking 
administrative or executive officers, 
or for accounting firms seeking expe- 
rienced personnel to engage in audit 
work for bank clients. 

If, in addition to the suggested pro- 
gram, several sessions could be con- 
ducted during the year for bank direc- 
tors and public accountants on mat- 
ters pertaining to their responsibili- 
ties and interests — it seems we might 
have the answer not only to “succes- 
sor management”, but to “branch- 
banking”, as well. END 
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The DeLuxe Model Century-Style Day-Night Deposit Safe by Mosler. Light in 
hood illuminates face of unit, flicks off momentarily when bag deposits are made. 


Evidently there are plenty of bankers 
who have. For even before any offi- 
cial magazine announcement of this 
new Century-Style Mosler Day and 
Night Deposit Safe were prepared, the 
inquiries and orders were rolling in 
by the scores! 


ONCE YOU KNOW all the details 
about this new Mosler unit it’s pretty 
clear why word-of-mouth has already 
created such a keen interest in it. 


For one thing, it’s the latest in the 
important new series of developments 
which Mosler engineers and Henry 
Dreyfuss have created for the “bank 
of the future.” Like its “‘big brother,” 
the famous Mosler Century Vault 
Door, it has exactly the right qualities 
of styling to harmonize with advanced 


IF IT'S MOSLER .. . IT'S SAFE 


ideas in modern, functional bank 
architecture. 


And it is in perfect harmony with 
the modern concept of “super service,” 
too. In effect, it’s a “‘round-the-clock” 
teller that serves all your depositors... 
at all times. Those with checking or 
savings accounts make envelope de- 
posits through the handy slot at the 
top. Those with commercial accounts 
make bag deposits through the special 
locked hopper below. Each of these 
two types of deposits goes through a 
separate welded steel chute and into 
a burglary-resistive Mosler receiving 
safe inside the bank. 


IF YOU feel the need to “extend” 
your banking hours round the clock 
... extend your lobby right out to the 


this important 


news already? 


sidewalk . .. and extend your capacity 
to accept deposits to the maximum—by 
all means mail coupon, below. It'll 
bring you a beautiful, new, full-color 
catalog and full details. Send for it! 


Phantom view of new Mosler Day-Night 
Deposit Safe shows how welded steel 
chutes carry deposits to receiving safe 
inside bank. Note special saw-toothed 
baffle fingers, designed to prevent ex- 
traction of deposits from outside. 


The Mosler Safe Company, Dept. !-7 
320 Fifth Avenue, New York 1, N. Y. 


Have you heard 





Please send me your new, full-color catalog giving full details about the 
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World’s largest builders of safes and bank vaults . . . Mosler 
built the U. S. Gold Storage Vaults at Fort Knox and the famous 
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If it weren't for brand names you'd have to 
be a chemist to find the toothpaste you like 


There’s a whole shelf full of dif- 
ferent toothpastes and powders 
at your favorite store. 

Yet you hardly hesitate about 
picking one of them for yourself. 

What makes you so sure you’re 
right? On something so impor- 
tant to your looks and health, 
what gives you the courage to 
make up your mind so quickly? 
Isn’t it because you’ve learned 


A GOOD BRAND 


the first rule of safe and sound 
buying: 
A good brand 
is your best guarantee 

You feel safe with a good brand. 
You know the company stands 
back of it because its reputation 
is at stake. You know, in fact, 
that you are right. 

No matter what kind of a prod- 
uct you want to buy, the more 


good brands you know, the 
smarter you can buy. Get to know 
the good brands in this magazine. 
Use them to cut down your buy- 
ing mistakes, get more for your 
shopping money. 


BRAND NAMES FOUNDATION 
Incorporated 

A Non-Profit Educational Foundation 

37 West 57th St., New York 19, N.Y. 
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“Bottle Club” Credit Unions 
And the Federal Law 


Sy Lawrence E. de Nenfuille 


Pica DUES in a bottle club, plus a 
little police connivance, can put you 
outside the liquor licensing regu- 
lations in more than one community. 


Federal credit unions which wish 
to operate wide-open have stumbled 
upon the “bottle club” technique. 
Their members pay dues to associ- 
ations in which the only requirement 
for joining is the mailing of an an- 
nual check. 

One federal credit union has 
adopted as its “parent” a particular 
group which anyone, anywhere in the 
world, of any nationality, can join 
for $5 a year. Solemnly, the federal 
regulatory authorities (bureaucrats 


of the Department of Health, Edu- 
cation and Welfare) are able to state 
“no person can become a member of 
this credit union unless he is a 
member” of the parent organization. 


What these federal authorities 
choose to ignore is that the tail is 
wagging the dog. Eyes are winked at 
the true fact: any person can become 
a member of the credit union, pro- 
vided he will pay $5 a year to the 
parent organization. 

No wonder federal eyes are 
winked! It was the federal super- 
visors themselves, according to a 
director of the credit union involved, 
who suggested this “bottle club” style 





About the reuthor... 


Known outside the banking world 
as a successful managing editor whom 
World War Il converted into one of 
Uncle Sam’s_ senior 
specialists in the rehabilitation of post- 
war Europe, Lawrence E. de Nevfville 
entered banking as an investor on his 
return to the United States from govern- 
ment service two years ago. 


The New York banking com- 
munity soon recognized him as one of 


politico-economic 





a small group of major stockholders in 

the Bank of the Manhattan Company. In his home-town 
of Upper Nyack, New York, Mr. de Neufville has been 
elected trustee of his neighborhood school system and is 
one of the founding stockholders of the Tappan Zee 
National Bank of Nyack, which opened for business on 


May 2 of this year. 


In Europe the de Neufville family has been linked 
with banking since the early 1600s. Himself the son and 
grandson of European bankers, Mr. de Neufville was born 
in London in 1913 and was educated on both sides of the 
Atlantic. His hobby is speaking and writing on national 
and international affairs. 


— The Editors. 
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Economist, Author, and Bank Investor 
Upper Nyack, New York 


of detour around the federal reg- 
ulations. 


It is not contrary to the provisions 
of federal law to have open credit 
unions. Their geographical extent, 
however, is limited to “a well-defined 
neighborhood, community, or rural 
district”, and it is this legal phrase 
that has to be administratively in- 
terpreted. 


Idealists would tell us that the 
whole world is a “well-defined com- 
munity”, but this might lead to argu- 
ment. The New Deal functionaries 
who operated the federal credit union 
system for the first 19 years after 
1934, chose to limit their adminis- 
trative definition of “neighborhood, 
community, or rural district” to areas 
of very small population. 


“Open” or “Closed” 


Lulled in this way to believe that 
open credit unions could only be of 
negligible proportions, bankers were 
not expected to notice that “open” 
unions were coming in through the 
“closed” door, under that section of 
the law which permits charters to 
“groups having a common bond of 
occupation or association”. 


The clear meaning in context, and 
in promotional material about credit 
unions, is that these latter groups 
would be closed groups. The phrase 
which was used to describe them in 
President Eisenhower’s Economic Re- 
port for 1954 is: “primarily em: 
ployees of the same firm or members 
of the same fraternal or similar 
association”. 


Undoubtedly, groups of this closed 
nature still form the vast majority, 
and federal credit unions working 
among such groups are correctly de- 
scribed as closed unions. It is only 
when the parent group is open-ended 
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that the credit union becomes an 
open type, of the “bottle club” 
variety. 

Hoodwinking the Bankers 

This whole merry-go-round of 
wool-pulling — interpretation of the 
law to hoodwink the bankers, then 
evasion of the interpretation to please 
the New Dealers—is based upon a 
fundamentally false assumption: that 
good bankers have reason to fear the 
competition of the amateur bankers 
who operate the credit union system. 
When the game is fair, and all the 
cards on the table, nothing could be 
farther from the truth. 

A credit union can only compete 
with banks for loan business after it 
has successfully competed for de- 
posits. A minimum level of credit 
union deposits is assured, regardless 
of economic considerations, by those 
who purchase credit union shares be- 
cause of loyalty to the credit union- 
cooperative idea. Where deposits are 
not motivated by ideals or ideology, 
banks have an overwhelming advan- 
tage. 


. 


Consider risk, for example. The 
fact that deposits in federal credit 
unions are not insured, speaks for it- 
self; but let a footnote be spoken by 
the President’s Economic Report to 
the Congress, issued in January of 
this year: 

“For the most part”, says the re- 
port, “credit unions hold savings ac- 
cumulated by persons of small or 
moderate means, and which represent 
for them a first line of defense 
against economic adversity. It is de- 
sirable, therefore, that Congress con- 
sider measures for protecting these 
savings *****, 

“If such a system were established, 
it would be essential to maintain ade- 
quate safeguards for the insuring 
agency, such as a limit on insurable 
accounts, ample reserves, proper 
standards of admission, and thorough 
examination. In any event, it would 
be well to review the regulations that 
now govern the lending and credit- 
management practices of credit 
unions’. 

If the federal government believes 





It has often been said that the bank 
check is the weagey connecting 
link between the individual and his 
bank. If that is true, then it naturally 
follows that the individual will be 
happier if he can use exactly the style 
of check he prefers. The quickest 
and easiest way to insure this is to 
allow him to make his selection from 
the DeLuxe catalog when he opens 
his account. 


Mostoftheso-called ‘‘special’’checks 
that used to be so costly—and still 
are if treated as specials—are standard 
forms in our catalog. There your 
customer will see payroll checks of 
all kinds, voucher techs of every 
style, interleaved carbon checks 

*" to meet most situations . .. In 
fact, just about any format or 
binding he might require. All of 
these checks are exices moderately 
and as a rule the customer pays the 
full price. 


Large banks operating a number of 


CATALOG CHECKS 


branches find our catalog of special 
valtie because it permits easy handling 
of orders in each branch by the people 
with whom the customer is in direct 
contact and to whom he looks for all 
his banking service. It relieves the 


department by spreading the ordering 
detail. It creates a favorable 
impression on the customer because 
it emphasizes the scope of service he 
may expect to get in the particular 
branch where he has just opened 
his account. 


and convenience of the DeLuxe 
Standardized Check Catalog. It does 
areal job of supplementing the forms 


simplifies check ordering. It makes it 


over twelve thousand banks 





















pressure on the purchasing 


So don’t overlook the savings 


usually carried by the bank. It 


easy for you to supply your customers 
with the checks they need. At the 
same time it saves you money, and 


throughout the country find this 
saving worthwhile. 
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MR. de NEUFVILLE 


those safeguards necessary to make 
credit union deposits insurable, how 
much more essential are they to Joe 
Doakes for his now uninsured de- 
posit? An alert banker will know how 
to use this quotation from the Eco- 
nomic Report, showing it to de- 
positors and potential depositors. It 
should be helpful in winning any but 
“ideological” deposits away from the 
credit union system. 


Depositor Doakes should know, 
too, that although some credit unions 
pay dividends to depositors as high 
as 6%, this is commensurate with a 
risk that results in approximately one 
out of seven paying no dividends at 
all. If Mr. and Mrs. Doakes read the 
report issued by the Department of 
Health, Education and Welfare (*), 
they will see that of 109 federal 
credit unions liquidating in 1953, 24 
could not meet their obligations to 
depositors in full. In these 24 credit 
unions, small though the cash loss 
was ($15,245), it reduced 1,443 
credit union members to an average 
of around 70c for each dollar saved; 
i.e., with a 30% loss from their “first 
line of defense against economic 
adversity’. 

Why Not Fly True Colors? 

If it be true that alert bankers need 

have no fear of losing any but ideo- 





(*)—Whether federal credit unions are 
properly regulated under the heading of health, 
education and welfare, or should be brought 
under the professional staff and regulatory 
procedures of the Comptroller of the Currency, 
is a matter for separate discussion. In any 
case, this is a matter for members of credit 
unions, not for outsiders. If depositor-members 
are dissatisfied with existing safeguards for 
their investment, it is up to them to demand 
more. 
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logically-motivated deposits to credit 
unions, then bankers have as little 
reason to care whether credit unions 
are “open” or “closed” as the inde- 
pendent taxpaying supermarket cares 
about the internal organization of a 
co-op grocery store. Indifferent on 
this basic issue because of confidence 
in their own ability, bankers as good 
citizens must nevertheless condemn 
the “bottle club” technique of wide- 
open operation under “closed” colors, 
with its accompanying windfall profit 
in membership dues to a variety of 
organizations willing to serve as pro- 
tective coloration. 

It must surely anger any humane 
person to see a needy applicant told 
by a credit union that he can have 
the loan he seeks, but only if he first 
will go down the street and pay dues 
in an organization he may now be 
hearing of for the first time. 

What would be said, in the finan- 
cial community and among the gen- 
eral public, if one of our great na- 
tional or state banks were to estab- 
lish advantageous loan conditions 
only for persons who consented to 
pay dues in some political or cultural 
cause to which the bank’s chairman 
was obligated for assistance in the 
granting of his bank’s charter? Yet 
that chairman could plead an analogy 
with what has been done in the credit 
union field. 


Banking Can Do It 

Orthodox banking can take pride 
in its progress over the past 20 years, 
especially in the area of personal 
loans and individual credit lines. Is 
there any service a credit union can 
perform nowadays that a wide-awake 
neighborhood bank cannot perform 
equally well, or better? 


Like other cooperatives, credit 
unions should exist for those who 
want them, and should be free to 
serve any membership group, open 
or closed. Bankers should demand, 
out of a sense of civic responsibility, 
that these credit unions fly their true 
colors and compete on a fair and 
equal basis. 

While insisting that “bottle club” 
devices be abandoned, bankers can 
self-confidently encourage the federal 
authorities to allow credit unions to 
be “open” in name where they are 
already “open” in fact; and to oper- 
ate openly without any payoff by 
credit union members to outside 
organizations. END 
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“,..over 10,000 employees 
joined the Payroll 
Savings Plan...’ 


“At Grumman, we are proud that in our person-to- 


9 


person campaign over 10,000 employees joined the 
Payroll Savings Plan and grasped the opportunity to 
buy U. S. Savings Bonds regularly every payday. These 
results were achieved through enthusiastic, patriotic 
teamwork. I urge every American company to reacti- 
vate their Bond Program now in a nationwide effort to 
maintain sound money and a stable economy.” 


LEON SWIRBUL, President, Grumman 


Aircraft Engineering Company 





Portrait by Fabian Bachrach 


If you have a hundred or more men and women, you 
can make a substantial contribution to sound money 
and a stable economy, and also help your employees to 
build personal security, by installing the Payroll Savings 
Plan, or reactivating an existing one. 

A phone call, wire or letter to Savings Bonds Division, 
U. S. Treasury Department, Washington, D. C., will 
bring prompt response from your State Director, who 
will help you to organize a person-to-person canvass 
that will put a Payroll Savings Application in the hands 
of every employee. That’s all you have to do. Your em- 
ployees will grasp “the opportunity to buy U. S. Savings 
Bonds regularly every payday.” 


The United States Government does not pay for this advertising. The Treasury Department 
thanks, for their patriotic donation, the Advertising Council and 
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P ORTLAND, ARKANSAS—This year 
marks the 55th anniversary of the 
Portland Bank, which has prepared 
an attractive little folder for mailing 
to all its friends and customers. 


In this 55th year of service to its 
community, the bank has $216,822 
loans and discounts, deposits of $1,- 
660,289 and total footings of $1,900,- 
315. Capital is $20,000, surplus is 
$80,000, undivided profits are 
$140,026. 

Officers of the Portland Bank are 
Felix Pugh, president; R. B. New- 
come, vice president; C. E. Larrison, 
cashier; Mack Borgognoni, assistant 
cashier. Board of directors is com- 
prised of Felix Pugh, Gus Pugh, R. 
B. Newcome, Joe Pugh and Bob Pugh. 

. * * 

Granite City, Illinois — The First 
Granite City National Bank, which 
has served the Quad-Cities since 
1903, will start construction early 
next year on a new and substantially 
larger building. 

Erwin Niedringhaus, the bank’s 


board chairman, reports that the 
bank has acquired a total of 28,125 
square feet of land directly across 
Edison avenue from the present bank 
building as a new site. 

“In the last 15 years”, says he, 
“there has been a steady growth in 
the Quad-City area. New industries 
have moved in and established in- 
dustries have expanded. The number 
of families living in this area has in- 
creased. Resources of our bank have 
risen to a record high of $23,222,525 
as of last December 31. 

“More recently, this trend has been 
accelerating. One index of this is 
found in our deposits, which have 
climbed from $10,216,000 to $21,- 
912,000 in the past 10 years. We 
have every confidence that the next 
10 years will see more expansion and 
building in our territory than ever 
before”. 


Officers and directors will inspect 
new bank buildings in other com- 
munities and consult with architects 
before they select their designs. 





MEMBERS of the Robert Strickland Agricultural Memorial Award Club are shown at their 
annual meeting in Augusta, Georgia (see story on Page 25). Left to, right: George M. 
Bazemore of Waycross (1947 winner), C. R. Bradford of Monroe (1948), W. N. Shadden of 
Cartersville (1949), C. L. Miller of Sylvania (1950), W. D. Trippe of Cedartown (1951), H. P. 
Shank of Washington (1952), W. G. Williamson of Vienna (1953),,and Monroe M. Kimbrel of 


Thomson (1954). 
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First Granite City National Bank 
was incorporated on December 30, 
1902, as the Granite City National 
Bank. It opened for business on Jan- 
uary 17, 1903. In 1931 it was con- 
solidated with the First National 
Bank. o me * 

Pittsburgh, Pennsylvania—Harry 
R. Hosick, president of Potter Bank 
& Trust Company of Pittsburgh, was 
guest of honor at 
a luncheon re- 
cently in com- 
memoration of 
his 50th anniver- 
sary as an em- 
ployee of the 
bank. 

Among guests 
were these bank- 
ing leaders and 
Potter directors: 
William M. Achhammer, vice presi- 
dent of J. H. Hillman & Sons Com- 
pany; Reed H. Albig, president of the 
National Bank of McKeesport; John 
A. Byerly, president of Fidelity Trust 
Company; E. N. Calhoun, president 
of Edwin L. Wiegand Company; 
Marcus A. Follansbee, board chair- 
man of Union Chemical & Materials 
Corporation; Herbert A. Kenan, 
president of Lawyers Title Company; 
John W. Kossin, vice president of the 
Federal Reserve Bank of Cleveland; 
J. P. Lally, president of C. G. Hussey 
& Company; John H. Lucas, presi- 
dent of Peoples First National Bank & 
Trust Company; C. C. McClintic, 
board chairman of Fidelity Trust 
Company; William B. McFall, presi- 
dent of Commonwealth Trust Com- 
pany; Lawrence N. Murray, presi- 
dent of Mellon National Bank & Trust 
Company; E. J. O’Brien, president 
of Allegheny Valley Bank of Pitts- 
burgh; Willard Perry, executive vice 
president of Commonwealth Trust 
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Company; Hudson G. S. Samson, 
president of Samson Buick Com- 
pany; Walter A. Scott of Scott & 
McCune Company, realtors, and John 
T. Shirley, general agent of New 
England Mutual Life Insurance Com- 
pany of Boston. 

Mr. Hosick, native Pittsburgher 
and present resident of Mount Leba- 
non, was employed on April 1, 1905, 
by the late John E. Potter, founder of 
the then-3-year-old Potter Title & 
Trust Company. His first job was as 
messenger, and he was successively 
promoted to officer status in 1919, 
when he became assistant treasurer. 
In 1923 he was made secretary and 
assistant treasurer, and in 1931 was 
advanced to vice president and secre- 
tary and director. He became presi- 
dent in 1938. 


* * * 


North Little Rock, Arkansas—Guy 
T. Cameron, president of Cameron 
Feed Mills, North Little Rock, has 
been appointed a director of the 
Little Rock branch of the Federal Re- 
serve Bank of Saint Louis. The ap- 
pointment is for the unexpired 
portion of a term ending December 
31, 1956. 

* * * 

New Orleans, Lovisiana—Harold 
Mischler, vice president of the Na- 
tional American Bank of New 
Orleans, representing the U. S. 
Treasury Department, on May 27 
presented Joseph J. Knecht the 
Treasury Department’s appreciation 
scroll for more than 10 years’ sery- 
ice. Mr. Knecht recently resigned as 
state director of the Savings Bond 
division of the Treasury Department 
to join the banks and bankers di- 
vision of the National Bank of Com- 
merce in New Orleans. 


Tulsa, Oklahoma—A new officer 
has been named to the correspondent 
bank department of the First National 
Bank & Trust Company of Tulsa, it is 
reported by President R. Otis Mc- 
Clintock. 


He is Mason E. Mitchell, assistant 
cashier. The move follows the pro- 
motion of Richard A. Wagner, 20- 
year veteran of the bank, to vice 
president and head of the department, 
which works with banks in 21 Mid- 


continent and Northwestern states. 


A seven-year First National em- 


ployee, Mr. Mitchell formerly worked 


in the installment loan department. 
He is a graduate of the Southern 
School of Banking at Louisiana State 
University and has taken a number 
of courses in the A. I. B.’s Tulsa 
chapter. 


* * * 

Salem, Oregon — June | marked 
the opening of the new building of 
the Commercial Bank of Salem, 
which commenced business last Janu- 
ary 3. 

Only independent bank in Oregon’s 
capital city, the Commercial Bank of 
Salem passed the million mark in de- 
posits in its fourth month of oper- 
ation. Facilities of the new home in- 
clude drive-in windows, sidewalk 
teller windows, parking lot for 25 





GROVER C. TRAVIS (left), executiye vice president of the Cotton Exchange Bank, Kennett, 
Missouri, hands the -bank’s annual $1,000 scholarship award to the, 1955 winger, Ted Smith, 


Ipcal high school senidr, at commencement exereises on May 26, Class president, four-year. 
ber ofthe Nati 


member of the football team, and three-year 





| Honor Society, Ted plans 


to major in civil engineering at the University of Missouri. 
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cars. A feature of the interior is a 
large wall mural of Paul Bunyan 
planting the trees of the Northwest 
by Carl Hall, art instructor at Willa- 
mette University. The new building is 
of modern design, of brick with lime- 
stone trim. Glass brick was employed 
on the structure’s front side. 

Charles A. Sprague, Salem pub- 
lisher and former Oregon governor, 
is board chairman. Don B. Peterson is 
president, Tinkham Gilbert is vice 
president, and R. F. Hauge is cashier. 
A special “open house” for stock- 
holders was conducted on Friday 
evening, June 3, and formal opening 
was the following day. 


* . * 
Greeley, Colorado — Members of 
the Colorado Bank- 
ers Association in 
annual convention 
at Glenwood 
Springs June 16-3 
18, elected A. H. ™™¥e 
Trautwein, presi- 
dent of the Greeley 
National Bank, to 
the presidency. 





MR. TRAUTWEIN 
* * * 

Wichita, Kansas—John E. Naftz- 
ger, president of the Southwest Na- 
tional Bank, Wichita, was married to 
Miss Virginia Coleman, daughter of 
Sheldon Coleman of Wichita, on May 
14. The ceremony was performed in 
the Church of the Transfiguration— 
“the little church around the corner” 
—in New York city. 

* * * 

Thomson, Georgia—Fifth annual 
meeting of the Robert Strickland 
Agricultural Memorial Award Club 
at the recent convention of the 
Georgia Bankers Association, re- 
sulted in the election to membership 
of the First National Bank of Thom- 
son. Monroe M. Kimbrel, executive 
vice president, represented the bank 
and expressed appreciation for being 
the recipient of the award for 1954. 


Officers of the club for 1955-1956 
are: George M. Bazemore, president 
of the First National Bank in Way- 
cross, president; C. R. Bradford, 
president of the Farmers Bank, Mon- 
roe, vice president; W. N. Shadden, 
executive vice president of the First 
National Bank of Cartersville, secre- 
tary-treasurer. (Photo on Page 23). 

Other members of the club, in 
which membership depends on the 


annual election of just one new 
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member, the current year’s winner of 
the award, are: 

C. L. Miller, president and chair- 
man of the Bank of Screven County, 
Sylvania; W. D. Trippe, chairman 
of the Commercial National Bank, 
Cedartown; F. W. Thomas, president 
of Washington Loan & Banking Com- 
pany, Washington; W. G. William- 
son, vice president and cashier of the 
Citizens Bank, Vienna, and Mr. 


Kimbrel. 


Subjects of discussion at the meet- 
ing included (1) the financing of a 
scholarship for a Georgia boy or girl 
to attend a college of agriculture of 
the University of Georgia system, and 
(2) cooperation with the agricultural 
committee of the G. B. A. in pro- 
grams concerning the state’s agri- 
culture. 

In addition to club members, spe- 
cial guests included officers of the 
state bankers association and other 
dignitaries. 

. - * 

Paducah, Kentucky — Thousands 
of guests thronged the new premises 
of the Paducah Bank on the occasion 
(June 4) of its “open house”. Offi- 
cers, directors, employees and stock- 
holders entertained customers and 
friends from near and far at an all- 
afternoon celebration marking com- 
pletion of the new building. 


* * * 


Colorado Springs, Colorado — 
Harlan O. Rober- 
son joined the Ex- 
change National 
Bank of Colorado 
Springs on June 1 
as an executive 
assistant. Former- 
ly he wasvice 
president and man- 
ager of the Citi- 
zens Bank in Rock 
Port, Missouri, 
and before that he managed and 
operated his own farm near there. 

Mr. Roberson received his bachelor 
of journalism degree from the Uni- 
versity of Missouri and his A.B. de- 
gree in English from the University 
of Nebraska. At Rock Port he was a 
member of the chamber of commerce 
and the Rotary club. He and Mrs. 
Roberson have two children. 
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Meadville, Pennsylvania— Direc- 
tors of Merchants National Bank & 
Trust Company, Meadville, declared 
semi-annual dividend of $1 per share 
at their June 10 meeting. The divi- 
dend, at the rate of 8% for the year, 
was the first semi-annual dividend 
paid since the bank’s capital was 
upped by $200,000 last year by a 
stock dividend of 133% and the sale 
of 4,000 shares of stock. A dividend 
of 75¢ per share was declared last 
December, says President John D. 
Bainer, two months after the change 
in. capital structure. Par value is 
$25.00. 


* * * 


Riverside, New Jersey — Dr. 
Edward R. Hunter, 67, a director of 
Riverside Trust Company, died June 
6 in a Philadelphia hospital. Dr. 
Hunter was a fellow of the American 
Medical society, and member of the 
Society of Military Physicians. He 
was on the staff of the Burlington 
hospital, and a member of Washing- 
ton (D. C.) lodge, F. & A. M. 











Riverside, California — Citizens 
National Trust & Savings Bank of 
Riverside is promoting a unique car- 
toon advertising program for home 
improvement loans. Called “PIP” 
(property improvement plan), the 
bank’s own plan replacing FHA Title 
I is designed to help the homeowner 
with everything from painting to 
building a swimming pool. 

Currently running in some 24 
newspapers is the cartoon strip called 
“Pop In for a ‘PIP’”. A large life- 
size cutout of “Mr. Pip” stands in the 
lobby of each of the bank’s offices, 
and two color posters at each teller’s 
window, calling attention to “PIP” 
loans. To round out the program, two 
of the newspaper strips are reprinted 
in multi-colors and used for stuffers 
in checking account statements. 


June Smith, the bank’s advertising 
director, tells THE INDEPENDENT 
BANKER, “We believe that this is the 
first time any banking institution has 
used a cartoon-style promotion for a 
specific program’’. Advertising 


Associates, Fontana, California, is 
the agency which created “Mr. Pip” 
and the promotional material. END 


ra 


JUNE SMITH, advertising manager of Citizens National Trust & Savings Bank, Riverside, 
California, looks over some of the “PIP” promotion materials (see accompanying story) with 
W. H. Knehans, administrative vice president in charge of installment loans, and O. B. Ellingen, 
administrative vice president in charge of operations. 
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Os. WAY to measure the value of 
banking as it now exists in Amer- 
ica is to compare it with other 
systems. 


American banks are largely in- 
dividually owned and operated. 
What about nationalized or social- 
ized banking? 


Several years ago, after accept- 
ing a number of social schemes in- 
cluding socialized medicine, New 
Zealand called a halt — when 
socialized banking came up for 
consideration. Why the decided 
change when banking was _in- 
volved ? 


Out of a thousand people, 
whether they be Americans, Eng- 
lishmen, Germans or New Zealand- 
ers, there is a certain percentage 
who don’t do well with too much 
power and authority. Some of this 
type are certain to find their way 
into government. With the au- 
thority that goes along with work- 
ing for the government they be- 
come arrogant, overbearing and 
domineering. 


Even in America 


Many bankers remember some 
of the revenue agents of a few 
years back, with their demands for 
records of taxpayers’ accounts. 
Most of us are fully in sympathy 
with their objectives and realize if 
everyone paid their taxes in full, 
our own tax burden would be 
lightened. Nonetheless, we are de- 


lighted that the demanding and 
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obnoxious agent has disappeared 
from the scene. Today the revenue 
agent is polite and cooperative and 
has a signed order when he asks 
for bank records on a taxpayer. 


One of the notorious intrusions 
into private lives in communist 
countries is the pretext of guid- 
ance and encouragement of thrift 
and saving. With this entry, 
government snoops pry into per- 
sonal expenditures and the family 
budget and check every thought or 
plan the victim might have. This 
sort of thing certainly brings out 
the truth of the saying that the 
“government that governs best, 
governs least”. 


Threat to Privacy 


With nationalized banks in 
America, the individual’s check- 
ing account, his savings, his ex- 
penditures, his loans, even his 
safe-deposit box and most intimate 
personal records could be availa- 
ble to government investigators. 
The private lives of the people 
would no longer be private. This 


could be extremely dangerous. 
Alexander Hamilton said very 
pertinently: “Power over a man’s 
substance amounts to power over 
his will”. 

In addition, nothing would im- 
pede and cripple business more 
than the red tape, sluggishness and 
frustration that are part-and-parcel 
of government. Banks are flexible 
and fast-moving and contribute 
much to our dynamic economy. In- 
ject government into the banking 
picture and the snap and dash that 
distinguishes American business 
could be seriously slowed down. 


People Don’t Realize Danger 


Yet surveys show that a startling 
percentage of the people favor the 
government’s taking over the 
banks. Actually, such an attitude 
must stem from disinterest or 
ignorance. Too many people think 
negatively about banks or just 
don’t think about them at all. Is 
this the public’s fault or the 
bankers’? 

Almost any form of unselfish 
community action on the part of 
the banks is a force to counteract 
disinterest. Actions speak louder 
than words. Interest in community 
affairs, liberal contributions of 
time and money to local activities, 
promotion of agriculture or in- 
dustry, almost anything that im- 
proves the community financially, 
economically or morally is an ex- 
cellent antidote for a negative pub- 
lic attitude. 

If the banks are unselfish and 
take the lead in community im- 
provement, people will come to 
view them as indispensible. From 
the viewpoint of the bankers, this 
would be an ideal public attitude. 

END 
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Among headliners at California Independents’ breakfast (I. to r.): J. W. Hudspeth, E. R. Millard, Maurice C. Sparling, David A. Linder, J. L. Watters. 


California Independents Stage 
Annual Breakfast Meeting 


Psst and investigations made 
by the various bank supervisory 
agencies on applications for charter- 
ing new banks and _ establishing 
branches, were the subject of a panel 
discussion featuring the heads of four 
such agencies in California, at the 
annual Independent Bankers Break- 
fast staged during the convention of 
the California Bankers Association. 
The event took place May 24 in San 
Francisco. 

Panel members (see photo above), 
were J. W. Hudspeth, chief national 
bank examiner of the 12th Federal 
Reserve district; E. R. Millard, vice 
president of the Federal Reserve Bank 
of San Francisco; Maurice C. Spar- 
ling, state superintendent of banks, 
and David A. Linder, supervising 
examiner for Federal Deposit Insur- 
ance Corporation. Moderator was 
James L. Watters, vice president of 
the Oakland Bank of Commerce. 

“California bankers are most 
fortunate”, said Mr. Watters, “ in the 
fine spirit of cooperation which exists 
between state and federal supervisory 
authorities in this area; yet each 
agency works entirely independently 
in reaching its conclusions, thereby 
providing valuable safeguards both 
for banks and the general public”. 

The panelists brought out the fact 
that whereas California is one of the 
leading states in the Union in wealth 
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and industry, there are actually fewer 
banks per capita than the national 
average. Mr. Hudspeth declared that 
there is one bank or branch for every 
10,000 people in California, com- 
pared with the national average of a 
banking office for every 7,500 people. 

More than 200 community bankers 
were in attendance at the breakfast 
Presiding officer was Roy Sanders, 
assistant cashier of Stockton Savings 
& Loan Bank, Stockton, president of 
the I. B. A. of Northern California. 
He was assisted by Donald V. Miller, 
executive vice president of the Union 
National Bank of Pasadena, his op- 
posite number in the Southern Cali- 
fornia I. B. A. 

Six Times for Harding 

Another feature of the breakfast 
meeting was a brief report by Harry 
J. Harding of Pleasanton, California, 
president of the Independent Bankers 
Association of the 12th Federal Re- 
serve District, on developments con- 
cerning the bank holding-company 
regulatory legislation drive in Wash- 
ington. He said that the bill spon- 
sored by the Independent Bankers 
Associations had cleared the House 
banking and currency committee and 
was expected to reach the floor of the 
House for a vote soon. 

Meanwhile, Pleasanton’s Mr. Hard- 
ing—president of the First National 
Bank there—was re-elected to the 


presidency of the 12th District 
I. B. A. by the organization’s execu- 
tive council, holding its Spring meet- 
ing also in San Francisco. It is Mr. 
Harding’s sixth term. 

J. A. West, president of the State 
Bank of Lehi, Utah, was named vice 
president. Walter A. Johnson, presi- 
dent of Olympia State Bank & Trust 
Company, Olympia, Washington, was 
re-elected secretary, and Frank Wort- 
man, president of the First National 
Bank of McMinnville, Oregon, was 
re-elected treasurer. 

Members of the executive council 
chosen by member banks in each of 
the seven Western states were: 

J. R. McEvoy, president of the 
First National Bank of Holbrook, 
Arizona; A. W. Larsen, vice presi- 
of Wells Fargo Bank & Union Trust 
Company of San Francisco; E. M. 
Flohr, president of the First National 
Bank of Wallace, Idaho; Robert W. 
Franz, executive vice president of the 
First State Bank of Milwaukie, Ore- 
gon, and James H. Stanard, vice 
president of the First National Bank 
of McMinnville, Oregon. For Messrs. 
McEvoy and Larsen it meant re- 
election. 

In a strongly-worded resolution the 
council called on Congress for legis- 
lation which would give banks tax 
equality with other types of savings 
institutions. END 
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Marquette of Minneapolis 


Ocx THE WEEK-END of June 18-19, 
the Marquette National Bank of Min- 
neapolis moved into its shining new 
home (see pictures below) in the 
heart of the city’s humming main 
business district. Bright and early 
Monday morning, June 20, it opened 
for business in its newly-renamed 
Marquette Bank building, where it 
occupies the street floor, second floor 
and lower level. 

Three gala “open house” affairs 
were scheduled for the following 
week-end: 

e@ Friday, June 24, for the bank’s 
employees and stockholders; 


@ Saturday, June 25, for its cor- 
respondent banker friends and other 
special guests; 

@ Monday, June 27, for the gen- 
eral public. 

“Our new building provides almost 
double the floor space of our former 
location”, beams President Russell L. 
Stotesbery, “and includes every mod- 
ern facility to make banking at the 
Marquette a convenient and pleasant 
experience.” 

Main floor of the new bank pro- 
vides a vast expanse of banking area 
in warm, friendly atmosphere. The 
acoustic ceiling has recessed fluores- 
cent lighting. Pink and mahogany 





ut Opens Modern New Home | 


granite combined with rich woods, 
glass, aluminum and _ two-shades-of- 
green terrazzo flooring harmonize, 
with a 110-foot mural of contempo- 
rary design covering the face of the 
suspended ceiling over 20 tellers’ 
windows. 

The Marquette avenue wall of the 
main floor is, in effect, one huge win- 
dow —- 156 feet long. It is divided 
by granite pillars into seven bays. 
Two of these comprise the Marquette 
entrance, the others have aluminum- 
framed windows. 

Another recessed, glass-enclosed en- 
trance marks the Seventh street face 
of the building, and a third entrance 





RUSSELL L. STOTESBERY (right) and Carl R. Pohlad stand in the then- 
unfinished lobby of their new Marquette National Bank building for this 
picture for The Independent Banker, at presstime. Since then the bank 
has made the move from its old building to the new Marquette Bank 
building (inset) at the important Minneapolis intersection of Marquette 
avenue and Seventh street. 
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The 
Cracker-Barrel 
Grocery Store 


. is as dead as the 


dodo bird. 


e How about the antiquated Bank? 


e How about YOUR BANK? 


The “gingerbread”, gim-cracks, 
cracker-barrel era is past. Our 
business is rebuilding and mod- 
ernizing buildings and fixtures. 
Modernization is not expensive. 


WRITE OR TELEPHONE US 
FOR AN ON-THE-JOB ESTIMATE. 


GAGE AND WOLFERS 


New Hampton, lowa Phone 148 




















Service Charges 


Adjust your inadequate charges to reflect 
present day costs. 

An analysis by us of the operations of 
your bank will include all required data 
for adjustment. 


DRISCOLL, MILLET & COMPANY 


Analysts in Bank Management 
2228 Lewis Tower 
PHILADELPHIA 2, PENNSYLVANIA 
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MARQUETTE 


(Continued from Page 29) 





is located in the office building lobby 
on that side. 

On the street floor are the commer- 
cial department, loans and discounts 
department, installment loan depart- 
ment, public relations department, 
and Marquette Insurance agency. 

The second floor, reached by ele- 
vators and staircases, accommodates 
the mortgage, trust, investment, cor- 
respondent banks, credit, and person- 
nel departments, as well as all execu- 
tive offices and the internal operations 
department. 

Safe-deposit lobby on the lower 
level is fully carpeted, and furnished 
in the modern manner. The huge new 
safe deposit vault — constructed of 
more than 35 tons of steel and 45 tons 
of cement — has walls, ceiling and 
floor all in excess of two feet in thick- 
ness and contains over 2,500 square 
feet of space. The door, of specially- 
treated steel, weighs 10 tons, has the 
most modern electronic warning de- 
vices. 


Also on the lower level are 18 
individual booths and two large con- 
ference rooms for customers’ use. 
Employees’ cafeteria and lounges, 
and the bank storage area, are located 
behind the safe deposit department. 


Ramp Being Completed 

Not ready yet is the new Marquette 
Parking Ramp, under construction 
immediately adjacent to the bank 
building on Marquette avenue. With 
capacity for 350 cars, it is expected 
to open about September 1. Custom- 
ers will be able to drive into the ramp, 
park on the main floor, transact their 
banking business at four walk-up 
windows facing the ramp. 

The Marquette’s move a block and 
a half up Marquette avenue consti- 
tuted only the second move in its his- 
tory. The first was necessitated by fire 
which almost completely destroyed 
the original building on Christmas 
day, 1924. Next day, the bank re- 
sumed business in a previously-vacant 
bank building on Fourth street, where 
it operated until May 25, 1926, when 
it moved into its familiar brownstone 
building with Egyptian decor at 517 
Marquette avenue. 

Russell L. Stotesbery became presi- 
dent in January 1945, when total re- 
sources were $20-million. Today re- 
sources exceed $60-million. END 
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. Ordered Yours Yet? 


HOW TO AUDIT 
A BANK 


By Marshall C. Corns 

















e A manual every bank director should use as a 
guide in discharging the obligations of his 
office imposed by law. 











A manual, every bank officer should use in 
directing the management affairs of the 
bank. 











A manual every bank auditor should use in 
setting up an internal control system and in 
establishing an audit routine tailor-made to 

Written in Chart of Accounts form fit the needs of his own bank. 

for your convenience. 








A manual every certified public accountant and 
every public accountant should use in under- 
taking services for bank clients. 







ae in detail how to audit a specific department or 
section, or all departments and sections of even the largest 
bank. Contains samples of the most practical forms to use 
in executing an audit program. Sets forth for your guidance 
schedules and samples of forms to be used in verifying 
accounts — a most important phase of any audit program. 


THE INDEPENDENT BANKER 
625 Second Avenue South 
Minneapolis 2, Minnesota 
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e Authoritative! 


Please send me a copy of How To Audit a Bank by Marshall C. Corns. If it 


eComplete! 


meets with my approval | will mail you $15.12 within five days. Otherwise, | 


may return the book within five days and pay nothing. 


¢ Nationally 
Popular! 





Ni Title. 





Bank 








City. State. 
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THE MODERN WATIONAL MONTHLY 


===... Editorials 





Delicate Subject Adroitly Handled 


One of the best-written and most helpful pieces of 
banking literature for public distribution which we have 
ever seen is a leaflet published by the Potter Bank & 
Trust Company of Pittsburgh, entitled “How to Buy 
Home Improvements and Get Your Money’s Worth”. 


The Potter Bank offers 12 clearly-written rules for a 
purchaser to follow, especially in connection with home 
modernization but equally applicable to many other types 
of purchases. Additional pages are then directed to the 
subjects of “Protecting Yourself” and “Adjustments”. 


We cannot recall ever having seen this important and 
delicate subject handled in such splendid fashion, and 
we feel certain that other bankers will be well-advised to 
perform a service to their communities and their custom- 
ers in a similar manner. Accordingly, we have requested 
permission from our friend, Mr. Edgar A. Beard, vice 
president of the Potter Bank & Trust Company, to re- 
produce this pamphlet in a forthcoming issue in our 
“Ideas for Better Banking” department. 


Future Leadership jor Banking 


Fred Florence, vice president of the American Bankers 
Association, tackled the important subject of banking’s 
future leadership before the recent North Carolina Bank- 
ers Association convention. 

The problem of recruiting and developing manage- 
ment material for our banks is of tremendous importance. 

Mr. Florence’s suggestions included (1) paying suita- 
ble salaries, (2) utilizing “undiscovered talent” within 
our ranks, (3) providing opportunity for recognition of 
talent, (4) developing “better personal relationships with 
the promising young men in our banks”, (5) letting 
junior officers 
make more de- 
cisions by dele- 
gating some top 
authority to them, 
and (6) encour- 
aging better and 
more intelligent 
citizenship. 

Today’s execu- 
tive bank man- 

i, RORENCE agers, bésides 
planning for future leadership for their institutions, also 
should take a self-critical searching look at themselves 
and the way they are responding to their own opportunity 
for leadership. In his address, “Who Speaks for Bank- 
ing?” at the I. B. A. convention in Washington in March, 





MR. HARDING 
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sage Harry Harding reached the core of the matter when 
he said: “In the final analysis, it is you who speak for 
independent banking by the way you run your bank, by 
the service you provide for your people, by your com- 
munity activities and leadership, by your leadership in the 
understanding of our economy and the part banking 
plays in this economy”. 

Banks and bankers are constantly on trial in the public 
eye in a measure much larger than we are prone to 
admit. It is the general public that can determine whether 
banks should remain independent or should be taken 
over by governmental agencies or absorbed by a large 
chain. General public opinion, in a very large degree, 
determines for the brilliant student completing school 
whether he will seek his career in banking or in some 
other field. 

As the banker-author of After Hours states in this issue 
(Page 27), “Actions speak louder than words”. We urge 
your careful reading of that feature. 


* * + 
Further Word from Wr. Garner . 4 

Some bankers have commented to us that in his article, 
“How Big Is Too Big?” in our June issue, Mr. Wendell 
B. Barnes, administrator of the Small Business Admini- 
stration, did not have enough to say 
concerning banks and bank loans. 

As a matter of record, the Small 
Business Administration approved 
1,382 business loans totaling $72- 
million from the beginning of its 
financial assistance program in Sept- 
ember 1953 through April 15 of this 
year. Of this amount, 914 were bank- 
participation loans totaling $52- 
million. 

Even the remaining $20-million in 
direct loans, according to SBA policy, do not have to re- 
main exclusive SBA activity. 

Mr. Barnes writes: “Our regional offices have reported 
active negotiations are being carried on with various 
banks which have expressed an interest in acquiring some 
of the loans in their respective areas. In order to be of the 
greatest service to our borrowers, we have adopted the 
policy of first offering these loans to the borrowers’ local 
banks of account on an individual basis. 

“One of the primary purposes of our financial assist- 
ance program is to assist proprietors of small firms in 
establishing a line of local credit. The splendid cooper- 
ation we have received from the private banks has 
demonstrated that two-thirds of all the business loans we 
have approved are bank-participation loans”. 
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Our Baby 
at Last* 


It was a wonderful feeling for Jim 
and Jane to have a child in their 
home after ten years of a child- 
less marriage. 

They knew the financial re- 
quirements for adopting a baby, 
but somehow they just couldn’t 
seem to save any substantial 
amount of money. 

Jane revealed a startling admission of a human weakness—frivolous 
spending with an attic full of gadgets to prove it. Unable to stick to a 
“savings at home”’ plan, Jane yielded to her husband’s arguments to give up 
all unimportant spending and, through the easy method of Christmas Club, 
accumulate a sufficiently large sum to meet the requirements of adopting a 
child. Yes, Christmas Club was the helping hand that led a beautiful baby to 
complete the happiness of Jim and Jane Brown. 

Christmas Club takes care of the financial needs for every family desire. 
Christmas Club gives financial institutions an opportunity to become ac- 
quainted with the hopes and ambitions of their customers and to offer them 
valuable assistance in achieving their goal whether it be a baby or a bungalow. 

If you would like to know how Christmas Club can help you—or how your 
present Christmas Club can bring in more prospects for other services, why 
not ask us to send in the Christmas Club man? He is fully capable of helping 
you set up a new club or make an old one more productive. Christmas Club 
a Corporation has every modern system to handle efficient operations. 





*This is a true story taken from our awards competition. Only the names have been changed. 


VACATION CLUBS e SCHOOL SAVINGS e ALL PURPOSE CLUBS e TAX CLUBS 


Christmas Club Christmas Club 


PAYMENT Kt Corporation 


DLE 
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the ever-increasing number of customers accurately, efficiently and quickly. 


MR. HAROLD J. BACON, Executive Vice 
= President, who evaluates below the 
» performance of this bank’s National 

- System. 


THE HOME STATE BANK of Crystal 
Lake, Illinois, where a National Sys- 
tem provides maximum efficiency at 
minimum cost during a period of 
phenomenal growth. 


‘Calional Machines in all Departments 
return 304 in yearly savings 


pay for themselves every 3 years!” 
— Home State Bank of Crystal Lake, Crystal Lake, Illinois. 


“In the last 8 years,” explains Mr. 
Bacon, “our Bank has enjoyed phe- 
nomenal growth. The purchase of Na- 
tional Accounting Machines permit- 
ted us to cope with ever-increasing 
operational problems. Our National 
System now includes 7 Class 41 Bank 
Teller Machines, 2 Proof Machines, 
3 Bookkeeping Machines, 1 Unit Plan 
Savings Machine and the very effi- 
cient Multiple-Duty Typewriter- 
Bookkeeping Machine, handling in- 
ternal records and special applica- 
tions. 

“Our Nationals provide many ben- 
efits such as simplicity of operation, 


THE NATIONAL CASH REGISTER COMPANY, pavron 9, on10 


ease in training bank personnel and 
maximum in audit control. In addi- 
tion, we realize many savings in lower 
stationary costs, elimination of over- 
time, reduced maintenance and de- 
preciation costs, and above all, better 
utilization of bank personnel. 

‘‘We use National machines in all 
major operating departments of our 
bank and they return 35% in yearly 
savings. Thus they pay for them- 
selves every 3 years! Continuing use 
pays us gratifying dividends on our 
equipment investment.” 

How would you like to have divi- 
dends like these for your bank? A 


977 OFFICES IN 94 COUNTRIES 


National System soon pays for itself 
out of the time and money it saves, 
then goes on year after year returning 
this saving as handsome profit. Your 
nearby National representative, a 
trained systems analyst, will gladly 
show you how Nationals can save 
time and money for your bank. Call 
him today. His number is in the yel- 
low pages of your phone book. 











